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Mission  Statement 


The  Massachusetts  Office  of  International  Trade  and  Investment  (MOITI)  is  a  publicly-funded, 
not-for-profit  corporation  created  by  Executive  Order  of  the  Governor. 

We  promote  exports  of  Massachusetts-made  goods  and  services,  working  primarily  with  small 
and  medium-sized  businesses.  We  emphasize  export  training,  both  through  group  seminars  and 
one-on-one  counseling.  We  also  assist  companies  entering  new  foreign  markets:  we  provide 
market  analysis  and  trade  leads;  we  help  locate  distributors,  licensees  and  agents;  we  lead 
delegations  to  trade  missions  and  trade  shows;  and  we  sponsor  conferences  that  "match" 
companies  with  potential  joint  venture  or  strategic  alliance  partners. 

Our  other  priorities  include:  soliciting  and  facilitating  foreign  investment  in  the  state;  negotiating 
sister-state  and  other  bilateral  agreements,  and  coordinating  activities  related  to  existing 
agreements;  hosting  foreign  delegations  that  come  to  Massachusetts  on  fact-finding  and  buying 
missions;  and  producing  company  directories  and  other  reference  documents  for  our  targeted 
industry  sectors. 

Within  the  state,  our  targeted  industries  include  the  high-growth  "clusters"  of  information 
technology  (includes  telecommunications,  software,  electronic  components,  computers, 
peripherals  and  internetworking  systems),  environmental  technology  (includes  pollution  detection 
and  remediation,  waste  management  and  hazardous  waste  treatment,  energy  production  and 
conservation,  water  treatment,  natural  resource  management  and  "auditing"  services  that  re- 
design manufacturing  systems  to  lower  harmful  emissions),  and  biomedical  technology  (includes 
pharmaceuticals,  medical  and  surgical  equipment,  health  care  systems  planning,  and  products 
of  genetic  engineering).  We  also  focus  on  industries  with  moderate  growth  potential,  such  as 
plastics,  construction  and  food  processing,  and  work  with  "traditional"  industries,  including 
consumer  goods  and  machine  tools. 

Our  targeted  foreign  markets  include:  Japan,  the  European  Community,  Canada,  China,  Mexico. 
Taiwan  and  Israel.  We  also  assist  companies  wishing  to  enter  markets  in  other  Asian  countries. 
Latin  America,  the  Middle  and  Near  East,  Central  and  Eastern  Europe,  Africa  and  Australia. 


Partners  for  Trade  Seminar  Series 

Working  with  a  variety  of  "Partners"  during  FY  92,  MOITI  organized  seven  training  seminar 
series,  providing  135  hours  of  intensive  training  to  120  Massachusetts  companies.  The  Partners 
for  Trade  Program  is  designed  to  cover  a  wide  range  of  information  needs,  including:  general 
introductory  seminar  series;  intensive  training  on  single  issues;  market-specific  conferences;  and 


Export  Promotion 


seminars  designed  for  specific  industries.  The  seminars  are  designed  in  response  to  business 
needs,  as  stated  by  local  Chambers  of  Commerce  and  industry  associations;  the  most-frequently 
requested  topics  included:  proper  use  of  letters  of  credit;  market  assessment  and  positioning; 
reconstruction  opportunities  in  Kuwait;  and  exporting  to  Japan. 

Due  to  the  popularity  of  the  series,  Partners  for  Trade  will  be  expanded  in  FY  93;  four 
introductory  series  and  20  in-depth  seminars  have  already  been  planned.  The  program's 
"Partners"  include:  the  Small  Business  Development  Center;  Massport;  Bay  State  Skills 
Corporation;  the  Small  Business  Administration;  the  City  of  Worcester;  the  City  of  Cambridge; 
the  Economic  Development  and  Industrial  Corporation  of  Boston;  the  City  of  Haverhill;  the 
Environmental  Business  Council;  the  World  Trade  Center;  the  Massachusetts  Software  Council; 
the  North  Central  Massachusetts  Chamber  of  Commerce;  the  Central  Berkshire  Area  Chamber 
of  Commerce;  the  Greater  Springfield  Chamber  of  Commerce;  the  North  Shore  Chamber  of 
Commerce;  the  South  Shore  Chamber  of  Commerce;  the  Worcester  Area  Chamber  of 
Commerce;  and  the  Southeastern  Massachusetts  Chamber  of  Commerce. 


Other  Seminars 

During  FY  92,  in  addition  to  the  Partners  for  Trade  program,  MOITI  also  cosponsored  about 
10  export  seminars  with  other  organizations,  including  KPMG/Peat  Marwick,  the  Environmental 
Business  Council,  the  U.S.  Agency  for  International  Development,  the  World  Trade  Center,  the 
International  Business  Center,  and  the  U.S.  Department  of  Commerce.  We  expect  to  cosponsor 
about  30  such  seminars  during  FY  93. 


One-on-One  Counseling 

MOITI  also  provides  one-on-one  counseling  to  new-to-export  and  new-to-market  companies. 
During  FY  92,  our  staff  provided  an  average  of  75  sessions  a  month,  including  both  in-house 
counseling  and  site  visits;  if  resources  permit,  we  would  like  to  expand  this  program  during  FY 
93.  Counseling  topics  vary  according  to  the  businesses'  needs.  Common  topics  include:  market 
positioning;  letters  of  credit  and  other  payment  methods;  use  of  joint  venture  and  strategic 
alliance  agreements  to  penetrate  markets;  cultural  aspects  of  international  business;  shipping  and 
insurance;  risks  and  benefits  of  distribution,  licensing,  representative  and  agency  agreements; 
ways  to  access  foreign  government  procurement  opportunities;  and  adapting  technology  to 
market  needs.  Working  with  the  Small  Business  Development  Center  and  the  National  Trade 
Data  Bank,  MOITI  also  provides  detailed  information  about  potential  foreign  markets,  and 
counsels  companies  on  using  market  information  to  create  a  long-term  export  strategy. 

New-to-Market  Counseling 

For  new-to-market  companies,  our  regional  specialists  provide  detailed,  country-specific 
information.  We  have  four  regional  "desks":  Asia;  Europe;  Canada  and  Latin  America;  and 
Africa  and  the  Middle  East.   Regional  specialists  have  established  relationships  with  foreign 
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government  officials,  as  well  as  with  their  counterparts  at  the  U.S.  Department  of  Commerce 
and  the  U.S.  Department  of  State.  Using  these  resources,  as  well  their  libraries  of  reference 
materials,  the  "desk"  specialists  provide  companies  with  accurate,  up-to-date  information 
regarding  countries'  market  needs,  governmental  regulations,  trade  risks,  cultural  barriers  and 
political  outlook.  During  FY  92,  MOITI  handled  about  1500  country-specific  inquiries  a  month; 
we  expect  this  to  increase  during  FY  93. 

Trade  Leads 

MOITI  furnishes  trade  leads  on  an  on-going  basis  to  companies  that  are  experienced  exporters 
or  have  already  received  extensive  counseling.  The  leads  are  electronically  matched,  according 
to  product  line  and  market  interest,  using  both  the  U.S.  Department  of  Commerce  Electronic 
Bulletin  Board  (TOPS)  and  the  World  Trade  Center  NETWORK.  This  service  is  provided  in 
conjunction  with  the  Small  Business  Development  Center,  through  an  on-site  representative. 
About  900  leads  were  disseminated  to  60  companies  in  FY  92;  we  expect  this  program  to  double 
in  size  during  FY  93. 


Locating  Distributors,  Licensees  and  Agents 

Working  with  the  Small  Business  Development  Center  and  the  National  Trade  Data  Bank, 
MOITI  offers  an  electronic  matching  service  to  help  companies  identify  potential  agents  and 
distributors  in  foreign  martkets;  additionally,  "desk"  specialists  use  their  overseas  contacts  to 
find  licensees  and  supplement  the  electronic  leads.  Locating  distributors,  agents  and  licensees 
will  also  be  a  priority  for  the  newly-established  Massachusetts  European  Trade  Office  during  FY 
93. 


Trade  Missions  and  Trade  Shows 

During  FY  92,  MOITI  took  a  total  of  60  companies  on  trade  missions  to  Asia,  Canada,  Mexico, 
and  Europe;  we  also  organized  delegations  to  two  trade  shows  in  Mexico  City.  Because  they 
carry  the  imprimatur  of  government  approval,  trade  missions  are  especially  useful  to  companies 
that  need  access  to  foreign  officials  in  order  to  negotiate  a  contract  or  penetrate  a  market. 
Results,  to  date,  of  FY  92  trade  missions  include: 

•  Boston  Technology  has  signed  a  contract  to  provide  voice  messaging  technology  and 
equipment  to  NTT  Mobile  of  Japan.  They  are  also  continuing  negotiations  with  NTT 
(landline)  to  provide  voice  storage  equipment. 

•  Jung-Brannen  Associates  has  been  awarded  the  contract  to  design  a  waterfront 
development  in  Kowloon,  Hong  Kong. 

•  JPS  Elastomerics  was  selected  as  the  vendor  for  roofing  materials  for  the  Central 
Subway  Project  in  Taiwan. 

•  ThermedeTec,  Inc.  sold  and  installed  its  EGIS  Explosives  Detection  System  in  a 
Japanese  airport. 


•  Harvard  Design  and  Mapping  negotiated  a  partnership  with  a  Japanese  firm. 

•  Microway  signed  a  partnership  agreement  with  Samsung,  a  Korean  computer 
manufacturer,  to  provide  software  that  will  be  factor)-installed  on  Samsung 
equipment. 

•  Xenergy,  Inc.  signed  an  agreement  to  provide  energy  conservation  technology  to  the 
Endesa  Group  of  Madrid,  a  large  electric  utility  company. 

•  The  Medical  Center  of  Central  Massachusetts  signed  collaborative  agreements  on  the 
provision  of  clinical  research  trials  of  new  cancer  drugs. 

•  The  Environmental  Business  Council  signed  a  bilateral  exchange  agreement  with 
Mexico's  largest  trade  association,  the  National  Confederation  of  Industry. 

•  HNU  Systems  received  several  orders  for  soil  gas  monitoring  equipment. 

•  AT&T  Network  Systems  selected  a  joint  venture  partner  in  France. 

•  Camp  Dresser  McKee  was  selected  by  Taiwanese  environmental  authorities  as  the 
engineering  consultant  for  new  resource  recovery  facilities,  they  cite  Governor 
Weld's  personal  acquaintance  with  the  officials  as  an  important  factor  in  their 
selection. 

Since,  like  other  international  negotiations,  business  transactions  require  time  to  complete,  we 
expect  that  the  FY  92  trade  missions  will  continue  produce  results  through  the  next  five  years. 
The  agreements  to  date  represent  approximately  $55  million  dollars  in  added  exports  --  about 
1000  Massachusetts  jobs. 

In  FY  93,  MOITI  will  lead  trade  missions  to  Israel,  Czechoslovakia.  Asia,  the  United  Kingdom, 
Mexico,  Southern  Europe  and  South  America;  we  will  also  organize  delegations  to  three  trade 
shows  in  Mexico,  and  two  in  Japan. 

Matchmaking  Events 

Because  joint  ventures  and  strategic  alliances  are  good  ways  to  enter  markets,  customize  product 
lines  and  strengthen  market  positioning,  MOITI  offers  events  that  help  companies  meet  potential 
partners.  During  FY  92,  we  hosted  matchmaking  events  for  companies  exploring  the  markets 
of  Indonesia,  Italy,  and  the  P.R.C.;  for  software  companies  looking  for  partners  in  Canada  and 
Ireland;  and  for  biomedical  companies  interested  in  the  former  Soviet  Union.  We  also 
cosponsored  "Venture  '91",  an  annual  strategic  alliance  conference  focused  on  companies 
developing  emerging  technologies.  We  expect  to  hold  an  equivalent  number  of  matchmaking 
events  during  FY  93. 


More  than  500  foreign-owned  firms  have  operations  in  Massachusetts,  employing  about  80,000 
local  residents;  almost  half  of  those  companies  have  opened  their  facilities  within  the  last  five 
years. 


Foreign  Investment 


MOITI  actively  solicits  additional  foreign  investment  in  Massachusetts.  Because  the  U.S.- 
Canada Free  Trade  Agreement  eliminated  investment  barriers,  most  of  our  recruiting  efforts 
have  focused  on  Canada.  During  FY  92,  we  organized  an  investment  mission  to  Toronto  and 
Montreal  with  state  economic  affairs  officials;  Governor  Weld  led  a  second  mission,  focusing 
on  Springfield-area  opportunities,  to  Ottawa  and  Toronto  in  April,  1992.  Massachusetts  officials 
also  solicited  investment  at  a  meeting  of  Japanese  bank  and  trade  executives  in  New  York  in 
November  1991. 

We  also  serve  as  the  government  liaison  with  existing  foreign-owned  firms,  and  periodically  host 
informational  events  for  companies  headquartered  in  specific  countries. 


During  FY  92,  MOITI  negotiated  bilateral  accords  with  the  State  of  Catalunya,  Spain;  the  City- 
State  of  Berlin,  Germany;  and  the  Korea-U.S.  Economic  Council.  We  also  negotiated  a  bilateral 
agreement  with  Taiwan,  Republic  of  China,  to  be  signed  during  FY  93. 

Our  office  also  coordinates  activities  related  to  existing  diplomatic  relationships,  including: 
sister-state  relationships  with  Guangdong  Province,  P.R.C.  and  Hokkaido  Prefecture,  Japan; 
reciprocal  trade  accords  with  the  Indo- American  Chamber  of  Commerce  and  L'Electricite  de 
France;  the  Massachusetts-Israel  Exchange;  and  the  Joint  Conference  of  New  England  Governors 
and  Eastern  Canadian  Premiers. 

Although  many  of  these  bilateral  agreements  were  originally  negotiated  as  cultural  exchanges, 
they  have  become  increasingly  oriented  toward  trade  relationships.  During  FY  92,  MOITI 
hosted  five  business  delegations  from  Guangdong,  and  three  from  Hokkaido.  The  biennial 
"Hokkaido  Week"  celebration  is  scheduled  for  FY  93;  we  also  expect  to  host  at  least  seven 
additional  trade  delegations  from  Guangdong. 


MOITI  welcomes  the  many  foreign  delegations  that  come  to  Massachusetts  on  fact-finding  and 
buying  missions.  Depending  on  the  delegation's  needs,  we  provide  a  wide  range  of  assistance: 
providing  background  information  on  local  technology-based  industries;  identifying  potential 
business  partners  and  arranging  meetings;  setting  up  courtesy  calls  with  government  officials; 
hosting  receptions  and  other  events;  even  coordinating  hotel  and  transportation  arrangements. 
During  FY  92,  we  hosted  delegations  from  Japan,  England,  the  P.R.C,  Canada,  Mexico, 
Egypt,  Taiwan,  Italy,  France,  Australia,  Argentina,  Chile,  Colombia,  Russia,  Czechoslovakia 
and  the  Ukraine.  Given  a  sharp  increase  in  overseas  interest  in  Massachusetts,  we  expect  to  be 
asked  to  host  about  90  foreign  delegations  during  FY  93. 


Bilateral  Agreements 


Foreign  Delegations 


W'^y  Publications 


MOITI  produces  a  number  of  reference  documents,  including  "how-to"  manuals,  market- specific 
information,  and  company  directories  for  our  targeted  industry  sectors.  We  also  produce  a  bi- 
monthly newsletter  listing  upcoming  conferences,  missions,  training  seminars  and  other  events; 
Trade  Opportunities  is  circulated  to  about  2500  Massachusetts  companies. 

Our  publications  list  includes: 

Massachusetts  International  Export  Services  Guide 

Massachusetts  International  Export  Guide:  A  Sourcebook  for  Environmental  and 

Energy  Companies 
Massachusetts  International  Information  Technology  Directory 
Massachusetts  international  Biomedical  Directory 
Massachusetts  International  Envirotech  Directory 

A  Guide  to  International  Software  Strategic  Alliances 
Massachusetts  Foreign  Firm  Directory 

Massachusetts:  The  Competitive  Advantage  (investment  promotion  brochure) 
Eastern  European  Profiles 
A  Guide  to  Countertrade 

During  FY  93,  we  expect  to  update  almost  all  of  these  publications.  We  also  expect  to  add: 

Export  Financing  Guide  (a  directory  of  public  and  private  sources  of  export  financing) 
A  Guide  to  Economic  Development  Programs  (a  directory  of  federal  and  international 
aid  programs  for  developing  and  formerly-communist  countries) 

Because  of  the  increased  volume  of  events.  Trade  Opportunities  will  become  a  monthly 
newsletter  during  FY  93;  we  expect  circulation  will  grow  to  about  4000  companies. 
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